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Disclaimer 





This presentation (‘Presentation’) is prepared for and addressed only to the Company’s shareholders as a whole and to no other person. The Company, its Directors, 
employees, agents and advisers accept and assume no liability to any person in respect of this Presentation save as would arise under English law. Statements contained in this 
Presentation are based on the knowledge and information available to the Group’s Directors at the date it was prepared and therefore facts stated and views expressed may 
change after that date. 


This document and any materials distributed in connection with it may include forward-looking statements, beliefs, opinions or statements concerning risks and uncertainties, 
including statements with respect to the Group’s business, financial condition and results of operations. Those statements and statements which contain the words ‘anticipate’, 
‘believe’, ‘intend’, ‘estimate’, ‘expect’ and words of similar meaning, reflect the Group's Directors’ beliefs and expectations and involve risk and uncertainty because they relate 
to events and depend on circumstances that will occur in the future and which may cause results and developments to differ materially from those expressed or implied by 
those statements and forecasts. No representation is made that any of those statements or forecasts will come to pass or that any forecast results will be achieved. You are 
cautioned not to place any reliance on such statements or forecasts. Those forward-looking and other statements speak only as at the date of this Presentation. The Group 
undertakes no obligation to release any update of, or revisions to, any forward-looking statements, opinions (which are subject to change without notice) or any other 
information or statement contained in this Presentation. Furthermore, past performance of the Group cannot be relied on as a guide to future performance. 


No statement in this document is intended as a profit forecast or a profit estimate and no statement in this document should be interpreted to mean that earnings per 
Euromoney Institutional Investor PLC share for the current or future financial years would necessarily match or exceed the historical published earnings per Euromoney 
Institutional Investor PLC share. 


Nothing in this document is intended to constitute an invitation or inducement to engage in investment activity. This document does not constitute or form part of any offer 
for sale or subscription of, or any solicitation of any offer to purchase or subscribe for, any securities nor shall it or any part of it nor the fact of its distribution form the basis of, 
or be relied on in connection with, any contract, commitment or investment decision in relation thereto. This document does not constitute a recommendation regarding 

any securities. 





Euromoney 
Institutional 
Investor PLC 


Presenters 
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Jeff Davis 


Chief Executive Officer, 
Financial & Professional Services 


Joined in February 2019 with 
BoardEx and The Deal acquisition 
with over 25 years in institutional 
markets. Previously Managing 
Director of Barclays where he was 
most recently Global Head of IB 
Client Strategy; and Head of 
Capital Markets, Wealth & 

Asset Management. 


Joined in 2016 holding multiple 
roles such as Programme 
Manager, Divisional COO at 
Institutional Investor and CEO 
of IMN and Derivatives. Since 
October 2020 James has been 
the CEO of Euromoney 

People Intelligence. 





Joined as CTO September 2021 
from Refinitiv where he was 
leading their data platform 
technology teams. He has over 
20 years' experience leading 
technology teams building 
data solutions for the 

financial markets. 











Joined in September 2021 after 
working with Euromoney as a 
consultant lawyer for two 

years. After 13 years as an in- 
house lawyer within the gas 
industry, Sally has worked as a 
consultant lawyer for companies 
including TalkTalk, SoftBank, Lexis 
Nexis and Digicel. 
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Euromoney provides foundation for growth 


O E o People Intelligence is an excellent fit for Euromoney’s 3.0 strategy 


Complementary bolt-on acquisitions, rapid integration and organic investment 
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People Intelligence is an exciting growth driver for Euromoney 


Euromoney 
by revenue stream FY 2021 


Euromoney subscriptions 
revenue by division FY 2021 


Asset 
Management 


29% 34% 


Fastmarkets 


People 
Intelligence 


Euromoney is a 
majority-subscriptions business 


People Intelligence >40% of 
FPS subscriptions revenue in FY 2021 


1. The Book of Business is the annual contracted values of subscriptions 





People Intelligence 
revenue and BoB! (£m) 





FY 19 FY 20 FY21 : BoBat | 
: Feb 2022 } 


People Intelligence has grown rapidly to 


a Book of Business of £48m ($64m) 
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People Intelligence highlights 


Essential to clients' workflow 


Underpenetrated and growing markets 





Adjacent markets offer significant growth potential 
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1 Foundation for growth 


6 Overview 


3 Product, platform and market 





4 Delivering growth 


D ‘Financials 
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Overview 


x 


What is People Our strategy 


Intelligence? To be a leading, global, 
7 ar. data-intelligence business focused 
Critical people data and insights used on the people who have the greatest 


by sales, research, recruitment and impact on our clients’ success 
compliance teams 
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People Intelligence at a glance 


S64m 7 Bank of America T Mobile 


=> 
10m Global Book of business! Countries Ka 


S N P EE S E E E E Se u n i C ef 
1 2% 7 1 g R Reynolds 


; 1 JPMORGAN CHASE & Co. 
2m+ Organisations Book of Business growth Employees 


er 96%, leeren ciba r k in 


regel BF ® 
Full coverage of a NNNN ae. EY A 
US Mass Affluent P 


to UHNW? 93% Adobe 
Net revenue renewal rate? RBC EgonZehnder 


V) World's largest workda 
ren Ad y. 
UHNW database 3, 300 EE THE HUMANE SOCIETY 
x EN OF THE UNITED STATES 


Deloitte. slack 


1. February 2022 Euromoney 
2. 12-month-rolling-average Institutional 
Investor PLC 


Subscribed clients 








Significant revenue and margin growth expected to 2025 


FY 2021 FY 2025 


S49m Double-digit organic nn 
FY 2021 Revenue revenue growth 

0... == $100m’ 

S64m High margin from Revenue 


incremental subscriptions 


a. a enéeá J Mid-30s % 


Operating margin 


18% Driving efficiency and increasing 
operational effectiveness 


1. The Book of Business is the annual contracted values of subscriptions Euromoney 
2. Excluding RelSci, acquired in May 2021 Institutional 
3. Targets and not intended as a profit forecast Investor PLC 





1 Foundation for growth 


2 Overview 


Product, platform & market 





A Delivering growth 


5 Financials 
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Our products allow us to deliver true workflow value 





Detailed profiles on the most Usable insight for 
impactful individuals each use case 








Professional history 

Personal associations 

Known affiliates 

Achievements & accreditations 
Strategic objectives 

Owned assets 

Net wealth 


Personal interests 


Actionable intelligence 
through connections, alerts 
or behavioural models 


\ N ch > 
© = Potential Targets 
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We are focused on three core use cases 








ee RER EURER ERDE Data Subjects E A EARTH ERBEN : 
Executives UNHW ow Mass Affluent l 
NEE E Use Cases Sota ra crt AE ch EE E aS SSMS ie SE SS EE AE E E E E A TE E E E E E 
Talent & Research 
m Executive search 
m People strategy 
m Academic research 
Euromoney 
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We have built market leading capability through acquisitions 





2019 


BoardEx $58.1m| | „X, $20.4m 


m Acquired in 2019 m Acquired in 2019 


m Leading relationship 


m Market leading wealth 
intelligence business 


insight business, 
covering HNW to 
UHNW individuals 








1. The Book of Business is the annual contracted values of subscriptions 





$14.5m HEG $7.4m 


m Acquired in 2021 


m Relationship 
Intelligence business 


mum Industry Board and 
Senior Management 


combined acquisition cost 


Book of Business! 





2022 


BOARDROOM $25.0m 
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We serve diverse and growing sectors 


Other 
Healthare 1% 


Luxury 






Dq Growing markets 





Executive 
Search 
5 Financial 
8% Services 
Professional 25% 
Services 8% S64m 


Book of 
Business! 


Not-for-profit 


21% 
Education 
8. Academia Fe Embedded use cases 
19% 


ee] 
= 
= 


1. The Book of Business is the annual contracted values of subscriptions Euromoney 
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We operate in large and growing markets today 


~$625m estimated ~S625m growing at 5-6% pa ~$10.4bn 
Serviceable Addressable Ww = 
Market (SAM) WEALTH-X 

RIE | 
Market growth driven by: sicir 


= Increased usage of people data 


t A Wealth a 

across core sectors j s 

= Greater regulation increases the WEALTHX BESAS ; 
demand for trusted data partners 


WEALTHENGINE 


= Workflow integration driving REL] Professional 
client adoption SoH ~$126m 


BoardEx cs | 
BOARDROOM nn sam 
INSIDERS. N “scam 


Source: KPMG and EY Parthenon Market Sizing and Growth Data Euromoney 
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Adjacent markets offer significant growth potential 





$10 Abn estimated Talent & Research 
Total Addressable ae 
Market (TAM) aa m Senior management 


m Lower tier firms 


m Corporate in-house teams 


Accessing enlarged market through: 





Risk & Compliance 


m Enhanced risk assessment & 


Expanded data 


due diligence 
ei Business eae Fa bilit 
u 7 Development Ontinuous monitoring Capability 
Additional capability 
== Business Development 
BEEE 


New verticals and use-cases m Adjacent verticals 


m Additional tiers of existing sectors 





Source: KPMG and EY Parthenon Market Sizing and Growth Data Euromoney 
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We focus on the most impactful individuals 


Broad 


informati 3 X F i 
informa A 3 ) Z zoominfo in 


dun bradstreet R E FI N ITIV [x | 


| : Differentiated from 
S&P Global GBG: We ggn i : Significantly larger 
Market Intelligence SGH d i database providers 





High accuracy and 


W | depth of 
WEALTHX : information 


BoardEx. | 


Breadth of Coverage 
; 


© Focused | | ; BOARDROOM | 
information | : : INSIDERS. 
set : : 


ÜnununnnunununuunnmnununnnumnnEEmNEEEENEEEEENEEEEEEEEEEENENENEEEEENEEENENENENENEEEEEENENENEEEEEEENTENENENEEEEENEEENENENEEEEEEEEENENENEEENENEEENENENEEEEENEEEEENEEENENEENEEEEEnEnnnnnunnnunnnnnnnunn] 


Limited bio 
information 


High data accuracy 
and extensive bio 
information 


Depth of Coverage 
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Our approach to research, data and proprietary insights provide barriers 


Proprietary 
capabilities 
& insights 







A scalable model, 


iet Industry leading < e eN 
roprietar | 
prop y A | to privacy and 


insights and data ee Barriers Blu 
l N A compliance 
create barriers pr 1 


Trusted 


integrations into 
client workflow 
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We differentiate through our approach to people data 


We are uniquely 
positioned in 
the market 


Our clients rely 
on us to form 
their most 
impactful 
connections 


Focus on the 
right people 


Client requirements 


Relevant a 


Technology & 
researchers to validate 





D, m 





Proactive approach 


to regulation 
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We use regulation as an opportunity 


We tackle privacy head-on 





Open & transparent Privacy as a product 


We lead client 
conversations with our 
approach to privacy 


We see our approach 
as part of our 
commercial offering 


We do what we should, 
not what we have to 





Our approach to privacy mitigates our 
clients having to manage the risk 
Euromoney 
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Case Study 1: Enabling a B2B sales team to close bigger deals, faster 


Challenge: How a team of sales representatives 
target executive leaders at key accounts 





Provided stronger intelligence on = Secured valuable, C-Level ir A LEEREN EA T EE A ENDE A ETE 
key executives and their priorities meetings, faster It educates you about the person 
with executives to bring value to this person, and the 
= Strengthened 1-to-1 strategy best way to bring value is to 
across all Account Based understand who they are first.” 
Marketing accounts Senior Marketing Manager, Adobe 
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Case Study 2: Enabling informed decisions 


Challenge: Lack of understanding around the source of wealth, background, 
and reputation of a potential new wealthy customer Full-service Global 


Investment Bank 








Provided detailed information on the = Gained a better understanding ne , = 
individual, including critical information of their prospective client The Diligence report identified: 
regarding their wider network of = Met regulatory and compliance = Net worth estimate 
associated entities, known associates 


ibiliti a 
and family members ae aaah = Wealth was gained legitimately 


= Mitigating reputational and 


ee = No concerns of exposure or AML 
commercial risk 


or corruption concerns 


Euromoney 
Institutional 
Investor PLC 





Case Study 3: Industry partnerships with workflow powerhouses 


Data embedded in Salesforce’s Non-profit Industry Demo Org 


Customised version of our app: Individual Wealth Scores updated 
Live in Salesforce 


Growth opportunity: Looking to develop model further to cover 
new sectors and datasets 





oe e e sou sums Embedding our data into 

u Sone as our customers’ and 

ae: partners’ workflow 

= = = Selecting high-value 

=: D NE ee collaborations and delivering 
en er an impactful insights 


& Predicted Propensity to Give 0% 





© They are highly active and engaged with your organization and are more likely t 
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1 Foundation for growth 


2 Overview 


3 Product, platform and market 





A Delivering growth 


D Financials 
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How we will deliver at scale 


To be a leading, global, data-intelligence business focused on the 
people who have the greatest impact on our clients’ success 


Develop a 
single platform 


Leveraging all of our 
data assets and 
capabilities across 
all clients 


Develop our 
integrations and 
partnerships 


Use technology to 
build further scale 


Allowing us to enter 
new segments and 
markets through 
expanded datasets 


Further embed into 
our clients’ workflow 


Commercial focus 
on our wider 
addressable market 


Develop a presence in 
new sectors with 
all products 





Continue to use 
industry complexities 
as an advantage 
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Our technology strategy underpins our growth opportunity 


ke) 


Integrating into 
combined platform 
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We have the ability to scale with efficiency 





ingest | Align | Enrich | Integrate 
Al xe): : ML/AI Processes : TÓ Relationship ; E Petros 
| QA Process pe MAPPING 3 s 
ri : P a 


Publicly 
available & 


Data strategy : 3 , 
& engineering $ 5 Behavioural 


Analytics 






web capture 






A API 
Data feeds 
CRM 


Enhanced 3 "e Partnerships 
Diligence : 


Client Screening 


PI Data 
lake 


Attributes 


News and Alerts 
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Key technology strategy takeaways 


Transform 
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3 


A 


5) Financials 





Foundation for growth 


Overview 


Product, platform & market 


Delivering growth 
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People Intelligence has highly attractive financial characteristics 


People Intelligence 





revenue and BoB! ee è — — —  „CBEEEEEEEEREEEEEEENEEEEEEEEEEEEEEENEEEEEEEEEEEEEEEREEEEEEENENENENEN 
in 100% 
een > 0 
; Seam | Average annual revenue 949m 
50 : £48m : FY 2021 Revenue 
growth FY19 - FY21 
o o | een 
o 
12% $64m 
30 è . 
Book of Business growth? Book of business? 
yo r O E yO ie ERS Eu 
o o 
M 96% 18% 
Recurring revenue FY 2021 Operating margin? 
0 ; EEE 7222 SESErETEEEESTSTEETETSESESEEETETE EST ETETTETET SEITE LITE EEE LELET TETEL EEE TEEE EEE T ET ETETEESEEETTE TE EEE TEN TITELSEITE TEE 
Aral) FY 20 al i BoBat ; 
: Feb 2022 | 
1. The Book of Business is the annual contracted values of subscriptions. Like-for-like growth is calculated by adjusting prior periods with a constant GBP/USD rate and for pro-forma M&A. Euromoney 
2. February 2022 Institutional 


3. Excluding RelSci, acquired in May 2021 Investor PLC 





Delivering double-digit growth 





Year-on-year Book of Business! 





16.8% People Intelligence excl. 
% WealthEngine & RelSci 








15.0% 
12.3% People Intelligence 
10.0% 
e l | 
WEALTHENGINE™ 5.4% WealthEngine & 
5.0% RelSci pro-forma? 
0.0% 
-5.0% 
-10.0% 
1. The Book of Business is the annual contracted values of subscriptions. Like-for-like growth is calculated by adjusting prior periods with a constant GBP/USD rate and for pro-forma M&A. Euromoney 
2. WealthEngine was acquired by Euromoney in December 2020, RelSci was acquired by Euromoney in May 2021 Institutional 


3. Boardroom Insiders was acquired by Euromoney in January 2022 and is included in the People Intelligence yoy Book of Business Investor PLC 


Improving retention and margins 
Focusing on client value and support 

has improved retention 

m Client success now covers all of our existing clients 


m Improved new business processes through a single 


New Business & Sales Development Team 


m New Marketing Team focused on lead generation 


12-month-rolling revenue renewal rate 


: 


Excluding RelSci, acquired in May 2021 
Target and not intended as a profit forecast 





Mar-21 
Apr-21 
May-21 
Jun-21 
Jul-21 
Aug-21 
Sep-21 
Oct-21 
Nov-21 
Dec-21 
Jan-22 


Al. 
2. 


93% 


Feb-22 





Reinforced by increased operational effectiveness 


mum Single data production process and infrastructure 


mum The use of technology to refine our data collection 


and QA processes 


Optimised infrastructure spend 





People Intelligence: Operating margin 


FY21 FY25 


18% Mid-30s 
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The size of the opportunity 


People Intelligence: high growth and improving margin 


m Expect revenue of c.5100m!? by FY 2025 
m Significant uplift in operating margin: mid-30s? by FY 2025 


0 = 6 3] 
no 


Leveraging data assets Scaling our Driving efficiency as 
and capability across combined platform a single organisation 
all our markets 





1. No further acquisitions assumed Euromoney 
2. Target and not intended as a profit forecast Institutional 
Investor PLC 





People Intelligence takeaways 


Embedded in customer workflow 


Cap m Critical to clients 


m 96% subscription revenue; 93% net renewal rate 


Dr Underpenetrated, growing market 
| m ~S625m Serviceable Addressable Market (SAM) 





m Multiple adjacent markets and use cases 


aN Significant growth opportunity 


significantly expand Total Addressable Market (TAM) 
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Conference call: 
Joining by Telephone: 
United Kingdom 0800 640 6441 


United Kingdom (Local) 020 3936 2999 

All other locations +44 20 3936 2999 

Access code: 140647 

Press *1 to ask a question, *2 to withdraw your question, 
or "0 for operator assistance. 
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